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DEMONSTRATIONS 

SURE WINNERS 


Seed Planted when Showing Fine 
Points Brings Results Months 
Afterward and Make Sales 


By D. B. Starrett, Mgr. 
San Francisco Office 


PROSPERITY AHEAD! 


There is nothing in the world that 
will sell typewriters like demonstra¬ 
tions. While it is a fact that demon¬ 
strations do not always bring imme¬ 
diate sales, you never can tell the far 
reaching effect of a good demonstra¬ 
tion. 

A case occurred very recently where 
Mr. Gabrielle, one of the San Fran¬ 
cisco salesmen, standardized a very 
large concern in San Francisco with¬ 
out even putting a machine on trial, 
and as a direct result of a demonstra¬ 
tion. 

Last April and May Mr. Gabrielle 
was working very hard on demon¬ 
strations. He took a ROYAL over to 
this particular concern, gave them a 
bang-up demonstration—and he is a 
good demonstrator—impressed the 
value of the ROYAL on these people, 
and then took his machine away. He 
knew at the time that it was not pos¬ 
sible to make the deal. But he put 
the best he had in him into the dem¬ 
onstration for the efreet that it might 
have at a later date. 

Were Ready to Buy 
It is doubtful if any of us realize 
the effect of this very wonderful 
demonstration. Six or seven months 
after the demonstration was made, 
Mr. Gabrielle again called on this ac¬ 
count and they told him that they 
were ready to do business. It was 
unnecessary for him to go through 
the preliminaries of another demon¬ 
stration, or even place an examina¬ 
tion, and he traded out fifteen type¬ 
writers of other makes, and none of 
them were old and broken down ma¬ 
chines, but were all comparatively 
new. His demonstration put across 
his message months before the sale 
was made, but it shows how valuable 
these are. 

Another example of the same thing 
occurred in my own case. I called on 
an office where there were two girls 
attempting to build up a multigraph 
business. From a standpoint of an 
immediate sale it was a hopeless 
Wal. However, I gave them the best 
demonstration of which I am capable. 
Regardless of anything that I could 
do they were in no position to buy 
ar| d their business didn’t pan out. 

Both the girls were forced to take 
Jobs a short time afterwards. Neither 
0 these girls were acquainted with or 
Rnld on the ROYAL at the time I 
Save them the demonstration. As a 
Matter of fact they were very much 
1 c ^ ed to another make of machine, 
however, as a result of this demon¬ 
ration, when they took their new 
Positions they asked for ROYALS. 

thi 8 i nCar aS * can figure this out, 
j^qy demonstration has sold ten 
ton / ’ n ® an Francisco in the past 
VU 1 montl18 - Anyone doubting the 
i e ° demonstrations need no bet- 
‘ proof of their value than what 1 
have Just told you. 
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ALL SIGNS INDICATE 

SALESMAN’S YEAR 


Every Indication Points to Greater 
Prosperity—Buying is Open¬ 
ing Up in All Sections 


By Wesley A. Stanger, Mgr. 
Sales Promotion Department 


IXt 

Published through courtesy of IVtn. H. Rankin 


FORTY-NINE M. A. D. MEN IN JANUARY 


January showed eighteen additions 
to the membership in the Machine 
a Day Club besides thirty-one Re¬ 
peaters. This totals forty-nine men 
who made the M. A. D. in January. 
The photographs of the men who 
made it for the first time in January 
are shown on this page. It will be 
observed that there are twenty pic¬ 
tures, due to the fact that Los An¬ 
geles failed to report two of its men 
who made it in December—E. E. 
Thornton and John Agnew. They 
were not shown last month and there¬ 
fore their pictures are printed with 
the January list of new members. 
Both men repeated in January and 


62—AGNEW 
Los Angeles 



64—DERANGO 
New York 


63—THORNTON 
Los Angeles 


65—RONICKER 
St. Paul 




66—LA BORANCE 
Chicago 


68—ASH 
New York 


70— SCHWARTZ 
New York 


67—JONES 
Toledo 



1.1 J 

69—GALLUP 
Boston 



71—NOLAND 
Kansas City 


9re rot on 1 * Chur. Members, tut 
repeaters as well. 

In another part of this issue are 
printed the pictures of three men who 
made it in Canada, and seven made it 
in London, England. Canada and 
Great Britain have their own sepa¬ 
rate M. A. D. Club, but in the aggre¬ 
gate, they all belong to the organiza¬ 
tion as a whole, so that taking a 
world view of it the M. A. D. Club 
now embraces ninety-one men who 
have proven that the goal is not im¬ 
possible. 

Every man who enters the Ma¬ 
chine a Day Club is presented with 
the beautiful gold ring and as fast 
as the new members file their qualifi¬ 
cation and send in their ring sizes, the 
trophies will be mailed out. To be 
assured of getting rings early, it is 
essential that the information as to 
size be supplied promptly. Repeaters 
who are not Charter Members, will 
receive the wallet and certificate of 
membership. It was decided that 
Charter members should be given the 
two trophies at one time in recogni¬ 
tion of their interest and work in as¬ 
sisting in putting the idea over in 
such a big way. First time M. A. D. 
men who qualified in January may 
look forward to receiving the wallet 
for repeating in February or any 
subsequent month. 

Announcement will be made some 
time later of additional recognition for 
the men who continue to repeat month 
after month. Twelve time repeaters 
will be especially rewarded and the 
announcement covering future plans 
will be mighty interesting. 

January was a good month. De¬ 
cember was a record breaker, but 
January went ahead of it. In fact, 
the increase was so gratifying that 
1923 looks better than ever. Every 
manager and every salesman should 
set his mark for an increase month by 
month, determined that his office shall 
show a certain percentage of gain 
right along. The M. A. D. men are 
the teachers, the real leaders of the 
organization. They have a responsi¬ 
bility to themselves and to the or 
ganization not easily discharged. 

Every man must be taught the 
rudiments of his business by some one 
else who is successful. To the man 
who has made the M. A. D. and re¬ 
peated consistently, it may appear 
simple enough, but to the novice who 


is auvrtiug cut -m tha business -it -i* 
a high peak to scale. The success 
ful men who have had years of train 
ing and who have won by work and 
application were taught the rudiments 
by some one before them. It is their 
turn now to teach others who are 
coming in. 

Chicago reported the first M. A. D 
man for February. Robert Goldblatl 
joined the Chicago organization Feb¬ 
ruary first and by the close of the 
second day had made the Machine a 
Day Club! He was personally con¬ 
gratulated by President Geo. Ed 
Smith, by telegraph. This is prob¬ 
ably the fastest record ever made by 
a salesman in this or any other or¬ 
ganization. 



72—BARLOW 
Boston 



73—DARDEN 
Denver 




74—SMITH 
Minneapolis 



76—JOHNSON 
Chicago 
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75—TEETERS 
Columbus 


77—REDDTXG 
Chicago 





79—COLWELL 
Los Angeles 


78—SCHNIRRING 
New York 


go—TOMPKINSON 81—RODGERS 

San Francisco Cleveland 



This is a “Salesman’s Year.” There 
is every indication that 1923 will 
break a lot of records in selling. It 
has started out under better condi¬ 
tions than any year for some time 
past. January did not show any eas¬ 
ing off in business activity and as the 
month advanced, buying in most lines 
became more and more active. Feb¬ 
ruary has kept up the lead and many 
lines of business that did not report 
prosperity in January are reporting 
renewed activity now. 

ROYAL sales in January reflected 
the spirit of the organization. It 
showed that the sales force is alert 
and taking advantage of the condi¬ 
tions that exist generally in the busi¬ 
ness world. There may be some spots 
where the men are not on their toes, 
but as a whole the organization is 
stepping along to the music of re¬ 
newed prosperity. 

^ February being a short month*, im-^ , 
poses upon every man who sells 
goods, the necessity of pushing 
harder and harder every minute, in 
order to make this, shortest of all 
months—carry its share of the annual 
burden. Many offices got an early 
start and began piling up sales 
records before the month was a week 
old. This is the sort of work that will 
count when the month closes. Feb¬ 
ruary is an especially good month for 
a salesman for the reason that in¬ 
ventory is over in practically every 
business, and firms know just about 
where they stand. They can begin 
adding equipment and making re¬ 
placements in anticipation of Spring 
requirements. 

Prices on commodities which govern 
market conditions are on the increase. 
Profits are piling up and business is 
expanding in every branch of busi¬ 
ness. It is up to the men selling 
goods to take advantage of the con¬ 
ditions that confront them. There is 
no doubt but that 1923 is a “Sales¬ 
man’s Year.” In 1921 there was a 
popular slogan oft repeated to the 
effect that “1921 Will Reward Fight¬ 
ers.” In 1922 was generally known 
as “Go-Getter’s Year.” Both of these 
slogans carried out a great thought 
and worked out about as the slogans 
would suggest. Now comes 1923 which 
is “Salesman’s Year.” The work and 
effort of 1921 and 1922 have produced 
the harvest that is to be reopened in 
the next eleven months. 

Prospects for the typewriter busi¬ 
ness were never as good as today. 
Nineteen twenty-two showed an in¬ 
crease for this company which was 
very gratifying. The year we are in 
now is going to make that record 
look as though it didn’t amount to 
anything at all. Remember, “1923 
is Salesman’s Year,” and what you 
get out of it depends entirely upon 
what you put into it. 










































































THE ROYAL STANDARD 


AIMS TO MEET 

EVERY DEMAND 


No Expense Spared in Experi¬ 
mental Department to Make 
Royal the Best Typewriter 


By E. B. Hess, Vice-President 



You will, no 
doubt be grati¬ 
fied to learn 
that the Patent 
and Experimen¬ 
tal Department 
of our business 
has been more 
active during 
the past year 
than any time 
during its ex¬ 
istence, to fur¬ 


ther refine and develop our machine 
so as to afford improved printing and 
operating results. 

Our Company places no limit upon 
the amount of expenditures to be in¬ 
curred to not only maintain our su¬ 
premacy as the best mechanical prod¬ 
uct, but, if possible, to so improve it 
in points and construction that it 
shall occupy a commercial field dis¬ 
tinctly its own, and so entirely in 
evidence that the prospective cus¬ 
tomer will welcome the opportunity to 
inspect and purchase it. 

I know of no art in which such 
rapid progress has been made as in the 
development of the typewriting ma¬ 
chine, which has been necessitated by 
the rapidly changing commercial de¬ 
mands made upon it for handling card 
and letter work with facility and cor¬ 
rectness. 

It is generally conceded that there 
is no instrument that is of such vital 
importance in business life as the 
writing machine, and it therefore may 
be reasonably assumed that its con¬ 
struction; mode of operation and 
quality of performance must fulfill 
the most exacting and up-to-the- 
minute requirements. 


responsive touch of any instrument 
which comes under the manual effort 
of an operator. This peculiar quality 
of key action, through intermediate 
connections, cause a felt hammer to 
strike or make an impression on a 
music wire to produce the desired 
tone, and after so doing, it instan¬ 
taneously reacts so as not to cause a 
blur of the musical impression. 

Do you realize how closely allied 
in theory and practice is the Royal 
Typewriter to the most highly refined 
piano result? The soft elastic touch, 
the increasing rapid movement of the 
type hammer, the clear-cut sharp defi¬ 
nition of impact; the rapid return of 
the type hammer from the point of 
impact, over-coming the blurring of 
impressions—all so combined with 
tensile or pulling strain features that 
the lightest, almost frictionless move¬ 
ment for type bar actuation is ob¬ 
tained. This immediately places the 
Royal in a position to fulfill the 
highest possible demands that can be 
made upon an instrument of this char¬ 
acter, viewed both from the operating 
as well as the printing result. 


This advertisement to appear in the following '"‘’*« i "X ppe arance 

Issue Date 

Schedule 


DOOR OF SUCCESS 

ALWAYS OPEN 


Saturday Evening I >ost 
Literary Digest 
American Magazine 


March 3 
March 10 
April 


March 1 
March 9 
March 16 


“In this business, n man’s suc¬ 
cess Is not measured so much toy 
what he knows, ns It is toy his 
capacity and desire for hard 
work.”—Elliot G. Dodge, Ilaltl- 
niore Manager. 


TAKE CARE OF 

OLD CUSTOMERS 


Satisfied Users Are Your Best 
Asset—Courtesy and Atten¬ 
tion Pay Well 


By E. G. DODGE, Manager 
Baltimore Office 


Policy to Keep Ahead 
Many manufacturers elect to stand 
on their product and on which they 
feel that their trade-mark name has 
been accepted by the public. The 
Royal must not be considered one of 
the number. It is a firm fact that 
their policy is to not only keep abreast 
of the times, but to further anticipate 
desired and required results. 

It might fairly be said that the 
Royal occupies a field distinctly dif¬ 
ferent from all others, not only in 
the quality and character of its prod¬ 
uct, but in the inventions which it 
comprises. 

To digress for a moment, a few 
words from me on the subject which 
is nearest and dearest to us, that is 
of the inventions contained in the 
Royal, may be of interest. 

The first thought that occurred was 
the outstanding fact that the then ex¬ 
isting visible typewriters did not 
measure up with the standard of oper¬ 
ation and printing results which had 
maintained in the well-known blind 
machines, which preceded the visible 
form. It was thought that to fully 
satisfy the user that it was impera¬ 
tive that such requirements had to 
be met, and it was readily conceived 
that such results were not in evidence 
and could not be obtained from ma¬ 
chines that were constructed with 
what are known as lateral or compres¬ 
sion strains, which urge or push the 
type bars to the printing point, and 
that tensile or pulling conditions had 
to be employed to obtain the required 
and acceptable result. 


Possesses Lightest Touch 
As you well know, the piano af¬ 
fords the lightest, most delicate and 


Hlo great thing is created sudden- 

jljjKg pontnripc adn 


illy said Epictetus centuries ago. 
id his words are living truth to-day. 

pi l___ A 4.* ^ vno ltr fmo A- 


Keep in touch with ROYAL users in 
your territory. Make friends with 
them, and let them know that you 
appreciate their business. ROYAL 
users are one of our greatest assets 
today. Not only do they give us a 
future market, but their goodwill and 
confidence will spread ROYAL merit 
to their many friends and acquain¬ 
tances. I fear we do not fully ap¬ 
preciate the tremendous force for 
helpfulness that we have with our 
own ROYAL users in our own territor¬ 
ies. Keep in constant touch with 
them, hold their friendship and good¬ 
will, and you will be surprised how 
they will help you in selling ROYAL 
typewriters. 

It is not always possible for us to 
secure every order. Once in a while 
by some means or other we will lose 
a sale. I believe it does us good to 
lose a sale occasionally, as then and 
only then do we analyze our own 
weaknesses. This means if we use 
our heads we will not lose a sale 
again for the same reason. We will 
become in time, perfect in selling 
ROYAL typewriters. It will be a rare 
thing to lose a sale. It has been 
truthfully said that a man’s success 
does not depend upon never making a 
mistake, but it largely depends upon 
never making the same mistake twice. 

Be a good loser. Do not carry a 
grouch when the buyer tells you that 
he has selected another make. Keep 
on fighting but be very courteous and 
have him feel that you appreciate the 
opportunity that he has given you 
just as much as if he had bought from 
you. I know of a purchasing agent 
in Baltimore who recently tested out 
the ability of typewriter salesmen as 
well as their disposition and judg¬ 
ment. Competition of all companies 
were keen and they developed into a 
“free for all.” 

The buyer arranged an appoint¬ 
ment for each salesman at different 
times and to each one he told that he 
had decided to take the other fellow’s 
machine. The ROYAL man received 


The long road to a really fine a- 
chievement is always strewn with 
failures.Deep thought.wakeful nights, 
untiring labor, disappointments and 
repeatea efforts-all these are invar¬ 
iably the price of the final tnumph. 

The Royal won its high place in 
the business world by years of cease¬ 
less striving to produce the finest ot 
° typewriters. 


ROYAL TYPEWRITER GOMPANYlnc. 

Royal Typewriter Building. 36 4 "366 Broadway, NewYork 
X branches and Agencies the World Over 
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Trade 


TYPEWRITERS 



Secretary Haggerty’s Optimistic 
Message Shows Way 
to Success 


By C. J. Haggerty, Secretary 


During the 
many years 
that I have been 
connected with 
the Company, I 
have had an ex¬ 
cellent oppor¬ 
tunity to watch 
its growth 
closely, and also 
to observe the 
personnel. 

I have seen 
salesmen enter 



_ _ _ the employ of the 

Company, and later rise to high posi¬ 
tions. I have also seen clerks, ac¬ 
countants and mechanics enter the 
employ of the Company and rise to 
positions of responsibility. To my 
mind the success of these men has 
always been an inspiration to those 
who follow them in the ranks of the 
organization. 

In analyzing the success of these 
men I find that their progress was 
due directly to three things: 

1. By preparing themselves for the 
position ahead of them while suc¬ 
cessfully filling the one they occu¬ 
pied. 

2. By close and intelligent applica¬ 
tion to the task in hand. 

3. By their unswerving loyalty to 
their company. 

The success of these men has proven 
that the door of opportunity in this 
Organization has never been closed 
to any employee. 


Founded on Safe Plans 


The Royal Typewriter Company 
was founded on good solid business 
principles. It has built up its organi¬ 
zation and reputation upon these 
principles. The Royal Typewriter it¬ 
self reflects these principles in that 
the various operations that the Royal 
Typewriter passes through in the 
process of its manufacturing, are 
visible examples of the firm deter¬ 
mination on the part of our Company 
to turn out a finished typewriter, un¬ 
equalled in the markets of the world. 

Our Factory is looked upon as a 
model. Its force is well organized 
and efficient. The home office of the 
company is manned by men of ex¬ 
perience in the typewriter industry, 
and our financial standing as un¬ 
questionable. Our leadership is of 
the highest type. 

The foregoing is mentioned for the 
purpose of giving you an idea of the 
Company you are working for. It 
is one to my mind of which you shou d 
indeed, be proud. Most important o 
all, however, is the fact that you have 
an opportunity in this Company. 
That opportunity places your future 
in your own hands. If others have 
succeeded you can do the same thing- 
It is said “that opportunity knocks 


the same story but he met the com¬ 
ment with a smile and a hearty ex¬ 
pression of appreciation of courtesies 
extended. “We cannot sell everyone,” 
he said, “but it is a rare case when a 
buyer, after having made a compari¬ 
son as you have, does not select the 
best typewriter. You will be in the 
market again and possibly real soon, 
and I will appreiate it if you will give 
me the opportunity of again present¬ 
ing the ROYAL to you. We feel that 
we have your confidence and goodwill 
and shortly we hope to have the 
pleasure of serving y° u> ^ ur em ' 


ployment department is at your serv 
ice and if there is anything I can do 
for you at any time I am yours to 
command.” 

With this message our salesman 
withdrew from the buyer’s office. The 
next morning the order came in over 
the telephone for the ROYAL type¬ 
writer. Then the real story came out. 
It always pays to smile and be cour¬ 
teous. It was the diplomatic and the 
courteous message that salesman 
O’Keefe rendered that won for him the 
order. You may be down, but never 
out when you sell ROYAL typewriters 


on the door of every man once in a 
life time”; therefore, do not let it e 
said that she had to break down tie 
door to have you hear her. 

The lives of successful men reveal 
the fact that they reached the hcigi 
of their ambition by real hard ' vor 


Their path through life was 


structed by many obstacles. Thes^ 


obstacles, however, fell away 


ob- 


UUalaLUrb, iiuvvcvli, l ft 

face of grim determination to ^ 
success. Success comes to tk° se ' 2 
work hard for it and who are ' vl 
to pay the price. Hard vvor ' 
intelligence will bring results an 
suits bring success. 
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By C. B. 
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ROYAL future 

SPELLS SUCCESS 


375 YEARS’ EXPERIENCE 




A. WAITE 


Factory Developing New Ideas 
and Processes. Progress 
Is Steady 

By C. B. Cook, Vice-President 

The record of 
yesterday is the 
stepping stone 
of today, 
whereby tomor¬ 
row's work will 
be of greater 
value to the 
world. 

T h e work¬ 
manship, de¬ 
sign, durability 
and adaptability 
of the Royal Typewriter is as you 
now see it, but the potential value of 
the experience of developing this 
work to where it is today, has added 
an impetus that is filled with tre¬ 
mendous development possibilities to 
those who are making this machine at 
its wonderful factory. 

There is somewhere in the earth 
or in the development room of the 
scientist, metals stronger, more dur¬ 
able, capable of greater strain, that 
will surely find their way to the 
Royal. There are developments and 
experiments under way in chemicals 
that will add to the life of materials 
and finishes of our product. 

Will Lighten Business Load 

There are men working on our 
product who will become the geniuses 
in typewriter inventions, manufactur¬ 
ing developments and control of men, 
so that a greater Royal will push its 
way forward to the public and lighten 
the load of business. 

For the future Royal machines 
men are working on electrical ap 
paratus for absolute control of re¬ 
quirements against the inconsistent 
human equation. Men are searching 
for greater production by means of 
automatic machinery. Men are study¬ 
ing the analysis of metals and the 
action of heat on metals for durabil¬ 
ity, strains, etc. Men are analyzing 
the principles of mechanics for a 
greater Royal. 

Time and money are being spent in 
scientific research of chemical mater¬ 
ials that will add years to the life of 
our machine. Young men are being 
trained to start where many leave 
off, so that there shall be no stop 
gaps in the continuance of potential 
value in developing men. 

The coming Royal will have lighter 
action, lighter shift, lighter carriage, 
greater facilities for saving the oper¬ 
ators from fatigue, more durable 
petals and finishes, greater capacity 
jo its results, a machine in which the 
ve thousand or more men necessary 
to its production, from the making 
0 steel to the finished article, will 
8 ow the supreme co-ordination of 
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A.UTZ 

SEPT. 14-/05 


C.BENNETT 

MAY - 'OS 


E. BOESCH 
DEC-10/06 


vJ. REYN OLDS 

DEC. 31.'06 


W. DAG LEY 
vTAN. I4-, '07 


T. HORAN 

APRIL l, '07 


C. COO K 
APRIL 22/07 


L.FROEBEL 
MAY 6, '07 


A.MACKAY 
JUNE 17, '07 


A.LOGAN 
JUNE24/07 


G. HENKE 

JUNE 2G/07 


B. DOWD 

JULY 10/07 


C.EBERHARDT 

JULY 20/07 


nJ.KOSTER 
AUG.5/07 


MISS L. HENKE 
SEPT. 3/07 


r. VAN AUSDALL 

SEPT.a/07 


C.CRONIN 

SEPT. 16/07 


D.FLYNN 

SEPT. 30/07 


F. LEWIS 
SEPT. 30/07 


J. SHEA 
NOV. 4. ’07 


'W 


E. M C KEAN 

NOV. 18,07 


W. WHITTAKER 

NOV.22/07 


L.MARSDEN 

DEC. 6.1907 


JOHN DALLEY 

DEC. 16,1907 


NOV. 18,'07 


their 


experience and ability. The 


'alue of our work today is based on 
^morrow's possibilities. 
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Twenty-five employees with records 
for continuous service of fifteen years 
or more is something for which to be 
proud. Pride in such a record be¬ 
longs not only to the people who have 
acquired this distinction, but to the 
company employing them as well. The 
combined experience of these twenty- 
five people represents more than 375 


years. This means something in the 
product they turn out. The combined 
experience and the intense loyalty of 
these people is plainly reflected in the 
ROYAL. It is a tribute to the com¬ 
pany and the product that it holds the 
undivided attention and continuous 
service of such a body of people. The 
sales department which distributes 


the product and the public using it 
get the benefit of this expert work and 
concentrated effort. 

The picture shows the fifteen year 
employees of the Royal factory at 
Hartford, in the order in which they 
entered the employ of the company. 
Their service records are easily fig¬ 
ured by the dates they joined the 
ROYAL. 


DEFINITION OF LOYALTY 

WITH IT SUCCESS IS ASSURED—LOYALTY MOST LAUDABLE OF TRAITS 
By W. C. LA VAT, Manager Metropolitan Branch 


Not such a great while ago, a man 
asked me for a definition of Loyalty. 
He caught me suddenly and insisted 
on a quick answer, so I gave it to him. 

“Loyalty," I said, “means, right or 
wrong I’m for you!" 

By this I mean that when Loyalty 
is built up on belief, backed up by 
knowledge and intimate understand¬ 
ing; this quality should be outstand¬ 
ing all of the time. When a man has 
pinned his loyalty to another man, a 
cause, a product, a firm or what not, 
it ceases to be loyalty the minute he 
begins to slip. Loyalty is something 
that, when it is genuine and real, 
can’t slip. 

I know that there is a lot of so- 
called loyalty which is mere froth. 
It is the smoke screen that some 
people throw out to help them hold 
their jobs or make them solid with 


somebody or some firm, but unlike 
the smoke screen, everyone can see 
thru it but themselves. 

There isn’t any quality a man can 
have that will give him more self 
confidence than loyalty. If a man is 
loyal he does not have to ask any 
questions or make any excuses for 
what he does. He goes about his 
business with a feeling of confidence 
and satisfaction. Loyalty to his job, 
to his product and his employment 
will get him further than anything 
else can accomplish, for the reason 
that loyalty goes away back to the 
root of things and is built on knowl¬ 
edge, if it is the real thing Counter¬ 
feit loyalty destroys itself. 

You cannot possess real loyalty to 
your Product, your Company, your 
Job, your Manager or Yourself until 
you have thrashed the thing out in 


your mind and built up day by day, 
thru study and knowledge a force that 
no one can take away from you. I 
believe that I would rather be loyal 
than anything else in the world. 

Loyalty is something that you 
can’t pound into people. It is some¬ 
thing that they have to acquire. You 
can help them acquire it by setting 
the example yourself, by helping them 
do the thing they want to do and by 
assisting them in securing the knowl¬ 
edge upon which loyalty is built. 

An organization made up of men 
and women who have the quality of 
loyalty will do great things. With 
loyalty they can do what sometimes 
looks like the impossible. Loyalty 
wins victories and overcomes great 
odds. If you doubt it, read the story 
of the defense of Verdun! 


PROSPERITY THOUGHTS 
FOR COMING YEAR 


Nothing Lends Confidence Like 

an Account in the Savings Bank 
Saving Salesmen Get Results 

Advancement in business is not ac¬ 
complished by a sudden spurt. It re¬ 
sults from earnest effort, conserva¬ 
tion of energy, well directed effort and 
a constant determination to win the 
goal you have set for yourself. Too 
often men expect to advance as a re¬ 
sult of some unusual condition. This 
seldom occurs. The man who wins, 
the man who reaches the high places 
does so as a result of hard, patient, 
consistent toil. Upward progress con¬ 
sists in doing a little more every day 
and holding the gains. Some men 
climb rapidly and then slip backwards. 
Others who do not climb so fast hold 
their ground and gain little by little. 
After a while their small daily gains 
not only put them on a firm footing, 
but bring them to a place, that even 
they themselves, did not fully realize. 

The best thought for the new year 
applies to no particular year. It ap¬ 
plies to all years all of the time. The 
one thing that any man can do that 
will go furthest in assisting him in 
his upward climb is that of saving 
money. Saving money is a matter of 
a little at a time—just as all worth¬ 
while progress is. No vast sum is 
ever saved any more than any great 
advancement comes in a minute. Some 
of the best salesmen have been ad¬ 
vanced by having a bank account. 
Young salesmen come in not knowing 
whether they are going to stay or not, 
but last long enough to save a little 
money. The accumulation of a little 
money has proved the greatest en¬ 
couragement to them. They have gone 
out and represented this company in 
the manner in which we expected them 
to. Why ? Because money is one of 
the things that gives confidence. 


Money Gives Confidence 
Money in the bank to your credit, 
will send you into a prospect’s office 
with an entirely different attitude 
than if you did not have it. It will 
help you to sell your goods. Money 
is a reinforcement which will stimu¬ 
late your courage and your effort. 
Money in the bank will give you a 
feeling of freedom of action that will 
do more to lighten your daily task 
ihan most anything else. 

There is no place where money will 
make more money than when it is in 
the bank to the credit of a salesman. 
The man who has never saved does not 
know the feeling of satisfaction of a 
man who has. A salesman with money 
in the bank is a better salesman for 
the company, for himself and for the 
community. Having saved some 
money, a salesman will endeavor to 
save more, and as the bank account 
increases, the desire to sell and make 
more money will increase with it. 

Try it yourself, or you may watch 
another salesman who has acquired 
che habit of saving. After he has 
begun to build that bank account of 
his, you will see the different way in 
which he goes out after business. It 
will be a pleasure to watch him. It 
will be a greater pleasure to be HIM 
yourself. Perhaps, money is a little 
thing, but if you haven’t it, it means 
a whole lot on Monday morning. 


three quarters or the work; the 
man on the line does the rest." 

So strongly do I feel the truth 
of this that, when one of my men 
falls down. I take It as a per¬ 
sonal defeat for myself and not 
? r . h n !: 1 kno " perfectly well 

that I have omitted to do some¬ 
thing; I should have done, for If 
1 had done my part that man 

could not have failed. . . _ Geo 

Ed. Smith. - 
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THE R OY A L 




The Fable of The Exaggerated Ego ^ 

(With apologies to Geo. Ade) 

By A. E. DAVIS, General Auditor 



COMBINATION MACHINE 

COMPETITION 


Sm 



Once upon a 
time there was a 
Bimbo who came 
and asked the 
boss for a job. 
According to his 




own statement he was the first, inter 
mediate and last words as an account¬ 
ant. He declared he could make a 
set of books lay down and roll over 
or sit up and speak, at his slightest 
command. 

Said the boss unto himself: “What 
could possibly be sweeter? This bird 
is of the cuckoo variety and all my 
troubles will be over when he is per¬ 
forming in this office.” So the one 
hundred per cent, applicant was in¬ 
troduced to the job and he began to 
do his stuff. 

Immedia t e 1 y, 
or even quicker, 
he began to prove 
to himself that 
he was all that 
he had claimed to 

be, and then some. His handwriting 
could not be told from copper-plate 
work; if asked to determine what the 
net would be of a certain sum less a 
series of discounts, he arrived at a 
result so quickly the boss grew dizzy 
trying to follow the process; he added 
a column of seven figures all seven at 
once; and when it came to taking a 
trial balance of his books, he made 
the telegraph look like a lame horse 

for speed. 

But about the third day of his In¬ 
cumbrance he found his train delayed 
his arrival on the job, so he was late 
in getting at his work. It became a 
steady habit with that train to thus 
delay, and soon there became evident 
many other inconsequential things 
which could add to the delay, so that 
the day when the wonder arrived on 
time became as scarce as a set of 
molars in the mouth of the barnyard 
fowl. 

But the marvel 
made light of 
such occurrences, 
and said unto 
himself: “What 

difference does it 
all make? I am so good that I can 
clean up in one-half the time any 
other human would require. In fact 
I am so good that I could run this 
job from home via the telephone 
KNOW I am good, and I must bring 
the boss to understand that I am 
worth a lot more than I am being 
paid, so I will start to educate him by 
asking for a raise.” 


When the boss 
a s approached 
he started to 
analyze the won¬ 
der and what he 

had accomplished. 

It was found that the copper-plate 
work was beautiful to look upon, but 
there was a superabundance of bad 
spelling and worse grammar con¬ 
cealed in its beauty. It was d.s- 
covered that the net amounts of cer¬ 
tain discounted sums which the mar¬ 
vel had figured with such amazing 
speed had been corrected by his as¬ 
sistant in the mornings while the big 
noise was struggling with delayed 
trains. Such columns of ^ res of 
many digits as the wonder had footed 
with miraculous ease had also been 
corrected by the apparantly slothful 
but steady assistant; and as for the 
balances in the books which the Wiz¬ 
ard had brought out, they balanced as 
the pulling power of an elephant bal¬ 
ances that of a goat. 

So the boss 



ruminated unto 
himself and said: 

‘My boy, you are 
TOO GOOD. The 
only trouble is 
that you are the only one who knows 
it This assistant of yours who en¬ 
counters no delays of mornings, who 
works out discounts correctly, who 
adds figures one column at a time and 
produces a correct total, who writes 
a hand that is hard to read but easy 
to understand, and who uses up twice 
as much time as you do to drarf off 
a trial balance but strikes it the first 
time, is worth twice as much to me 
as you are. I am going to give him 
the job and all you get is the gate. 

And so Cuth- 




‘I find,” said a visiting manager 
recently, “that 90 per cent, of t e 
work that is done on combination 
machines can be done more quick y 
and better with a ROYAL typewriter 
and a simple non-listing adding ma¬ 
chine. 

“There is a lot of unnecessary work 
being done in offices everywhere in 
the use of complicated and expensive 
combination adding and writing ma 
chines which could be entirely dis 
pensed with. The combined machines 
can be used for one purpose only an 
do not lend themselves to genera 
work either for adding or for writing. 
With the use of a non-listing adder 
and a ROYAL typewriter, both ma¬ 
chines may be used all of the time an 
for general purposes. 

“For instance, take the average 
book keeper who is making out bi s 
or statements. With one of those 
complicated adding and typewriting 
machines, it is necessary to stop 
everything and go to work on t e 
machine. With the two machines 
separately, he puts a piece of paper 
in his typewriter and makes his cal¬ 
culations on the non-listing machine 
and copies his results. In many cases 
he has to put his paper in twice in a 
combination machine, while with the 
two machines, he never disturbs the 
ROYAL while he makes his calcula¬ 
tions and merely copies results. 

“I think that salesmen would do 
well to look into this. I have called 
on the local office of a firm making 
only non-listing machines and have 
picked up some valuable hints on how 
office work can be expedited by using 
the two machines. Once in a while we 
run into one of these complicated ad¬ 
ding-writing machines in competition 
Until I found out how we could beat 
them on almost every occasion—I can 
safely say 90 per cent, of them—I 
used to back away, but I don’t do it 
any more. I go right to it and get 
my share.” 




.. w*is written I opinion that we as employment man- 
The following articl agers, should apply it in the conduct- 

by Miss Mitchell, employment man I age tment . 

ager of our Cleveland office, and >s the M 1 • „ , 

fifth one which we have publ.shed m 
the Standard. 


e oranuaiu. . 

She has given us some very " 
eating points to consider, the most i - 
portant of which is Loyalty. I 
employment managers can . 

Royal booster of every girl that » 
sent out, they have accomplished 
something worth while, and our em¬ 
ployment departments will be a real 
factor in our sales organization. 

A. M. Stonehouse, 
Mgr. School Department. 


The Cleveland Office 

By Miss Mitchell 

As I have been the employment 
manager of the Cleveland office but 
a few months, I am really not in a 
position to give constructive reasons 
for the success of our department, 

during the past two years. However, -- . . 

I am pleased to have an opportunity m every apphc ^ . 


Human nature is the same the 
world over in some respects at least, 
and it is always interesting. This 
department offers a wonderful oppor¬ 
tunity to study character, and I tTy 
to give sympathy, understanding and 
correction for shortcomings, when 
needed. 

If the applicant does not secure 
the position for which she applies, I 
try to learn the reason for her failure. 
This enables me to better determine 
the qualifications desired when select¬ 
ing another applicant for the posi¬ 
tion. It also enables me to handle this 
applicant more successfully the next 
time I send her out. 

When applying for a position, neat¬ 
ness and the manner of approach are 
very essential factors. 

Instill confidence in the applicant, 
not only in herself, but also in you 
and the department. Confidence so 
imbedded is sure to bring out loyalty 


of giving my own ideas on the sub¬ 
ject of conducting a successful em¬ 
ployment department. 

At this time psychology is the key 
note of the business man’s talks to the 
people whom he employs, and it is my 


Loyalty is the foundation of the 
employment department. Through 
loyalty we get co-workers for our 
salesmen. It is the aim of this de¬ 
partment to make co-workers of every 
applicant. 


bert, the appar 
antly slow motion 
assistant was put 
on the job and 
delivered at once 
because he did NOT think he was so 
GOOD and as a result gave thought 
and attention to his work. He ap¬ 
plied himself a full day every day 
and what he did was right the first 
time, because it was done with 
THOUGHT and much time was actu¬ 
ally saved in the net. And the erst¬ 
while assistant continued to feel that 
he had something to learn about his 
job, so he thought out his problems 
and continued to deliver in the same 
accurate way. And he prospered and 
was promoted from job to job until 
he became a prominent man in the 
company that employed him. 

The Moral: It doesn’t pay to bluff 
yourself into thinking that you are 
ahead of your job. 


ELECTRIC TYPEWRITER 
ENTIRELY UNNECESSARY 


“TEN O’CLOCK MANAGEMENT LASTS ALL DAY 

“^°“vvhy^vesT'beUevdoes?” said the Sales Manager. 
“And /agree with him.” the And,tor added. 

“Then what’s the matter. the General 

“Ten o’eloek management, rejoined 

AU “i°U right, we’ll try 8:30 management for a while,” said 

* he ‘TPhank^vou g^ttlemen. that’s all.” the General Manager 
remarked, and the interview was closed. 


_ 

| Service Department Contest for December 


Division No. 1 


KANSAS CITY IN FIRST PLACE 


Every once in a while something 
comes up about an electrically oper¬ 
ated typewriter. 

The advent of such a typewriter has 
been indefinitely postponed by the 
perfection in attainment by the Royal 
Typewriter. 

The keyboard of the new machine 
is so light that the amount of energy 
expended to obtain the printed char¬ 
acters on the paper is as light as 
would be required to operate an elec¬ 
trically drawn machine. It is only 
such as is the natural result of the 
rapid location of the desired charac¬ 
ters of the keyboard by swiftly mov¬ 
ing fingers. 

The weight of the return of the car¬ 
riage is measured in so few ounces 
that the electrically returned carriage 
seems farther off than ever. Its neces¬ 
sity seems to have been obviated by 
Royal improvements in carriage con¬ 
struction and bearing surfaces. All 
of these things are the result of the 
comparatively slight changes. Many 
of them, however, are scientific adap¬ 
tation of the most modern principles 
—the complex lever, moving fulcrum 
and ball bearings. 

The direct application of energy 
without any lost motion and with the 
least possible amount of lost power, 
through friction of moving parts, has 
been accomplished by working to close 
gauges and measurements, so minute 
as never to have been attempted in 
the manufacture of typewriters be¬ 
fore. 


The Kansas City Office came up 
from tenth position in November to 
first place for December, 1922, in the 
Service Department Contest. This 
branch can well be proud of its 
achievement and Mr. L. Walker, fore¬ 
man, is to be complimented on this 
fine showing. 

Washington came up from fifteenth 
place in November to second for De¬ 
cember. 

Baltimore came in third. 

Mr. H. Dougherty, foreman of the 
Washington Office and Mr. J. Lemcke, 
foreman of Baltimore, are to be con¬ 
gratulated. 

Below is a list showing the stand¬ 
ing of the various offices: 


sistent effort in bringing his branch 
to the top. 

Harrisburg came in second. 

Little Rock Third. 

Mr. J. Horton, foreman of the 
Harrisburg office and Mr. J. Neff, 
foreman of Little Rock, are to be 
congratulated. 

Below is a list showing the stand¬ 
ing of the various offices: 

1— Dayton (8*) 

2— Harrisburg (10*) 

3— Little Rock (2*) 

4— Springfield, Ill. (6*) 

5— Rockford (9*) 

6— Davenport (2*) 

7— Bridgeport (6*) 

Providence (6*) 

8— Johnstown (6*) 

9— Youngstown (4*) 

10— Denver (7*) 

11— Akron (6*) 

12— New Haven (8*) 

13 


1— Kansas City (9*) 

2— Washington (7*) 

3 — Baltimore (6*) 

4— Cleveland (12*) 

5— Pittsburgh (9*) 

6— Dallas (1*) 

7— Chicago (12*) 

8— St. Louis (2*) 

9— Buffalo (2*) 

10— Cincinnati (10*) 

11 — Minneapolis (5*) 

12 — Detroit (4*) 

13 — San Francisco 

14 — Indianapolis (2*) 

15— New York (1*) 
Philadelphia (6*) 

1G—Los Angeles 

17 — New Orleans (5*) 

18— Boston (11*) 

19— Atlanta (4*) 

20— Hartford (5*) 


STANDING OF BRANCHES IN 
DIVISION NO. 2 

Dayton in First Place for December 
The Dayton Office is the leader in 
this division for the month of Decem¬ 
ber, 1922. For the past few months 
this branch has been making its way 
to the lead and Mr. H. Wisener, fore¬ 
man, deserves all praise for his per- 


■Erie (2*) 

14— Columbus (8*) 

15— Toledo (3*) 

16— Reading (2*) 

17— St. Paul (3*) 

18— South Bend (1*) 

19— Grand Rapids 
Scranton 

J0—Jacksonville (3*) 

21—Louisville (9*) 

!—Memphis (5*) 

23— Birmingham (3*) 

Newark (3*) 

24— San Antonio 

25— Rochester (1*) 

26— Oakland (5*) 

27— Albany (3*) 

Omaha (6*) 

28— Houston (1*) 

Springfield, Mass. (6*) 

29— Charleston (6*) 

30— Richmond 

31— Worcester (4*) 

32— Des Moines 
Duluth (2*) 

33— Fresno (6*) 

34— Allentown 
Peoria (3*) 

35— Bangor (2*) 

Seattle (2*) 

36— Norfolk (3*) 

Portland, Me. (4*) 

37— Portland, Ore. (3*) 

38— Milwaukee (2*) 

39— Waterbury 

40— Sioux City 

41— Kalamazoo (2*) 

42— Evansville (2*) 

TO INCREASE NETS—iNCRt- 
EARNINGS. 






















































































THE ROYAL STANDARD 


NEWS FROM CANADA 


Has Royal Spirit 

Canada has caught the ROYAL 
spirit. The organization in the 
Dominion is making ROYAL history. 
January the M. A. D. Club was in¬ 
augurated for the Dominion, to be 
conducted on similar lines to the M. 
A. D. Club in the United States. Just 
to show how easy it is, the Dominion 
organization started things off with 
three charter members. Two of the 
members qualified from Toronto— 
Mr. B. M. Dempsey and Mr. James 
Ross. The third one came in from 
Ottawa. Mr. T. G. Lewis of the 
Ottawa office, joined the company’s 
ranks; heard of the M. A. D., made 
up his mind to go afterlt and within 
a week he had qualified. He has one 
of the fastest records for speedy 


looking after the country territory is 
scouting as hard as he can and every 
once in a while is heard the crack of 
his trusty .45 bringing down another 
order. 



T. G. Lewis 


qualification of anybody in the world. 

The three gentlemen who made this 
bit of ROYAL history in Canada will 
receive a ring, wallet and certificate 
of membership similar to the ones 
presented in the United States. These 
are possessions that they may be 
proud of. This accomplishment may 
well be looked at from this side of 
the line as offering a challenge. In 
proportion to the number of men em¬ 
ployed in the Dominion and with all 
conditions considered this record is 
something to be contemplated with 
pride and satisfaction. Managing 
Director Hackney whose headquar¬ 
ters are in Montreal, has expressed 
his appreciation and satisfaction at 
this evidence of spirit and determin¬ 
ation. 

Judging from reports and all indi¬ 
cations down the line, we are going 
to hear a whole lot about the ROYAL 
in Canada. The Machine a Day idea 
has taken hold in a most gratifying 
manner. Every man has set his mark 
lor the M. A. D. ring and efforts are 
being concentrated toward winning 
this distinction. The idea has 
aroused a spirit of friendly rivalry 
among the men who are selling in 
Canada and it is interesting to watch 
how they are all trying to be the first 
in. 

General business conditions in Can 
ada have shown improvement within 
recent months. This helps all busi¬ 
ness, of course Canadian business men 
are beginning to look around with a 
Vl ew to making improvements and 
adding to their equipment in many 
different ways. Members of the 
anadian ROYAL organization are 
( °ing their best to take advantage of 
every indication of improvement and 
d would be hard to find a more de¬ 
clined or enthusiastic sales organ- 
nation than this one. 


leave the ROYAL ranks, but finally 
went over as secretary of the Quebec 
Board of Trade. This is some assign¬ 
ment and is signal recognition for a 
ROYAL man’s activities and popu¬ 
larity. 


Organization is Active 

Managing Director J. M. Hackney 
has been busily engaged in reinforc¬ 
ing his selling organization in Canada. 
He has personally covered a large 
part of the Dominion and is very opti¬ 
mistic over prospects for big busi¬ 
ness. He expressed his pleasure and 
gratification at the showing the or¬ 
ganization made in January and is 
appreciative of the support that every 
member of the force gave him. 

Sales Force Recruited 

W. A. MacLean, manager of the 
Montreal branch has recruited his 
sales force up to “war strength,” and 
competition is feeling the ROYAL 
“push” more and more every day. 
Steady pressure on the line will sooner 
or later break it, and Manager Mac- 
Lean is determined that if there is 
anything that can be done to push 
competition back, that he and his 
army will do it. He has first, second 
and third line of “offense” and is giv¬ 
ing them a steady barrage daily. He 
prefers to refer to it as “offense” 
rather than “defense” as the ROYAL 
needs no “defense,” but wins by the 
'offensive tactics” that keep it in the 
fore front; cheering the men to 
greater effort every day. 


Vancouver Has Candidates 

Vancouver seems a long way off 
when you are on the Atlantic sea¬ 
board, but Frank J. Perry says that 
distance lends enchantment, and that 
the M. A. D. ring looks pretty good to 
him. He is just getting under way 
and presents W. A. Heake, W. A. 
Demond and E. F. Newman as candi¬ 
dates whom he says will show the 
other end of the Dominion how type¬ 
writers are really sold. All he wants 
is time to catch his breath and then 
it will be some sprint for anybody to 
catch him. 


Collier Gets School Business 

W. E. Collier, one of Montreal’s 
“first line” is conducting a steady ad¬ 
vance on school business. He has in¬ 
vaded some of the most strongly en¬ 
trenched territory of the “enemy” and 
has been able to report back to his 
manager in the words of the immortal 
Ceasar, “Vini, vidi, vici!” 


Hamilton Has Fine Store 

Hamilton, Ontario, is situated in 
one of the most beautiful parts of 
Canada, and at the same time is one 
of the oldest sections of the Domin¬ 
ion. It is fitting that the ROYAL 
should be well represented there. Mr. 
Clyde Rutherford is situated in a 
most advantageous location and is 
keeping the ROYAL before the busi¬ 
nessmen in that section in a manner 
that is impressing upon their minds 
and incidentally making it necessary 
for him to put in an extra requisition 
for more order blanks. 


Calgary Has Live Manager 

Calgary is in the heart of the small 
grain district. It is a long way be¬ 
tween stops there and the country is 
surely one of magnificent distances. 
Leonard Hill recently took up the 
management of that branch and says 
that things look good for the ROYAL. 
He is in it to see how many people 
he can show the “World’s Best Type¬ 
writer” to in the shortest possible 
time. If demonstrations and hard 
work will bring back the bacon, Mr. 
Hill is going to have to start a meat 
market. 

Winnipeg Pushing Sales 

Winnipeg used to be known as the 
place where the weather comes from, 
but it is doubtful if there is a more 
live and hustling city on the American 
Continent than this wonderful place. 
C. C. Lewis says it is the finest city 
in the world and that people up there 
appreciate good things. He knows 
from past experience and with the 
best typewriter in the world he is 
going to show them something that 
they will not soon forget. He has 
the spirit of the times and Winnipeg 
is a city that is always up and com¬ 
ing. ROYAL promises to mean a 
great deal in that section before long. 


expect to win. This means that out¬ 
lying districts have to be looked after. 
Street cars don’t move fast enough 
and he recently bought a new car, 
drove it up in front of the store and 
told the sales force to hop in any time 
they could make a sale. The result is 
that outlying sections are getting as 
good service as the down town dis¬ 
trict. No place is too far away nor 
is there any service he can render a 
customer too arduous to keep him 
away. He is a “go getter” and is 
backed by a sales force of the same 
type. 

January showed up exceedingly well 
for Toronto. The men set out early in 
the month to canvass every possible 
prospect and made up their minds 
that demonstrations are what win 
sales. The mechanical department 
gave them excellent co-operation with 
the result that examinations were 
promptly delivered and a great many 
of them placed. Everyday there was 
a consistant procession of ROYALS 
leaving the Toronto office for delivery 
to prospects and it is safe to say that 
it is doubtful if as many people in 
Toronto ever saw as many ROYALS 
in one month as they examined in 
January. The result of this canvass 
and the placing of examinations was 
reflected in the sale report. Manager 
Champlin declares that altho January 
looked good to some people that it 
means that whatever the results were 
in the month passed, that they are to 
be the minimum for future efforts. 

The impetus gained by the progress 
and hard work of January has car¬ 
ried over into February and is bound 
to show on this month’s standing. Mr. 
Champlin is an enthusiast of the first 
water. He is untiring in his efforts 
and with determination, health and 
the will to win, the organization may 
well expect to hear a lot from Toronto. 



y 


.T. >1. Hackney 
Mimagine' Dlrecto 
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After M. A. D. Record 

J- S. Dunn and Armand Roy of the 
ontreal city sales force are candi- 
f ts ^ or ^he M. A. D. They are not 
y ,n g much and prefer not to be 
in 0r \ lewed » but it is plain from the 
tho°\f S ^ Cy are ma k* n E» that 
♦l . ’ * 8 already in sight and 

f . e heights will be captured be- 
0 Ver ^ P. D. Mathias, who is 


Ottawa Will Repeat 

Ottawa, the seat of the Dominion 
Government, is also headquarters for 
a live ROYAL organization. T. G. 
Lewis has shown the typewriter fra¬ 
ternity how it is done. He was the 
first man in Ottawa to make the Can¬ 
adian Machine a Day Club. H. P. 
Lewis, the manager of the Ottawa 
branch, is as proud of this distinction 
as can be and threatens to see the 
other Lewis’ record duplicated many 
times. C. G. Craig, member of the 
sales force, admits that it was no easy 
task for Mr. Lewis to make the M. 
A. D. and says that he will be on the 
list himself, no matter how much 
work it takes. 


Burchard is Honored 

Quebec has heard the call of the 
ROYAL in no uncertain terms. So 
strong did Mr. J. A. Y. Burchard im¬ 
press himself on the business inter¬ 
ests in that interesting city, that they 
rose up as one man and demanded 
him for themselves. He hated to 


Toronto Going Strong 

Toronto feels her oats. She quali¬ 
fied with two charter members in the 
Canadian M. A. D. Club. Mr. James 
Ross and Mr. B. M. Dempsey whose 
pictures appear in this issue. H. C. 
Champlin manager of the branch has 
hoisted his pennant and suggests that 
if there is any one in the Dominion 
who thinks he can bring it down, he 
would not argue much if they tried— 
however, he says that argument won’t 
get it and he is ready to defend his 
position against all comers. Toronto 
with two M. A. D. men intends not 
only to hold this place, but to 
strengthen it with more. Is there any 
office in Canada ready to take up a 
challenge? If there is, Mr. Champlin 
says his address is 90 King street W. 

Ever since he took hold of the affairs 
of this important office, he has been 
pushing and planning to make it the 
biggest thing for ROYAL that Can¬ 
ada has ever seen. His earlier train¬ 
ing is coming to the fore and he has 
learned thru years of hitting the line 
hard and winning out against all sorts 
of odds that application is the surest 
road to eventual success. 

He is a hustler in every sense of the 
word. He believes in covering the 
territory closely and well. At the 
same time he says that you can’t 
neglect any of your territory if you 


How They Did It 

Fire and water, combined with zero 
weather and all attendant drawbacks, 
did not dampen the ardor of the Mon¬ 
treal office force. When the fire took 
place, it put the entire organization 
on the street and naturally left every¬ 
thing in a bad way. It looked dark 
and felt cold, but that continuity of 
purpose which is so evident in Mon¬ 
treal came to the front and saved the 
day. 

H. J. Heron, assistant treasurer, E. 
Meloch, E. Robinson and Miss Weiner 
who are charged with the detail work 
of the office saw that they had a task 
ahead of them and set about to solve 
it. They worked night and day and 
caught up, kept the records in shape, 
managed to see that the wheels kept 
revolving and altho it was a hard 
task and one that required untiring 
efforts, they went along, happily and 
successfully, getting Montreal in shape 
and keeping their office duties right 
up to the minute. 

Mr. T. Gavin, who has been ap¬ 
pointed manager of credits and col¬ 
lections in Montreal, settled into his 
job with an expression on his face 
that plainly showed that he meant 
business, first, last and all of the 
time. He has been going about his 
work in a manner that cannot fail to 
win. He likes the work and it fits 
him, so a better combination would 
be hard to find. 


The other iiiiiii’n viewpoint 1m 
the important one, nnd when you 
meet it in your selling ideu, the 
sole remaining: net is to llnd men 
who will net as salesmen to enrry 
your message. The salesman’s 
Job is first to know that he has 
the rii;ht thing; to sell, and then 
to tell the other fellow about it 
as best he mny.—Geo. Ed. Emlth. 


Montreal Surprise Party 

It was not the 
convent ional 
kind, with ice 
cream, cake and 
parlor games. It 
was a man’s 
game and a big 
one, but no less 
a surprise party 
—besides it was 
a great success. 

When Manag- 
i n g Director 
Hackney heard that Mr. C. J. Hag¬ 
gerty was to pay Montreal a visit, 
he planned the surprise with full 
knowledge that it would be a success. 
He wrote each of the members of the 
Canadian organization telling them 
that he wanted to make Mr. Hag¬ 
gerty’s visit one that would not soon 
be forgotten. 

Here is what happened. Each mem¬ 
ber pledged himself to bring in four 
orders in each of four days so that 
they might be presented do Mr. Hag¬ 
gerty upon his arrival. Everybody 
took hold with enthusiasm and deter¬ 
mination and put it over. 

Mr. Haggerty’s face wore a grin 
that made the old Quaker look as 
though he were at a funeral. The 
“Smile That Won’t Come Off,” wasn’t 
in it with the smile on Mr. Haggerty’s 
face. In fact, it spread and spread 
until they thought that it would catch 
up behind his ears and make it neces¬ 
sary for a repairman to pry it down 
with a screw driver. It didn’t get 
quite that bad, however, but Mr. Hag¬ 
gerty wore the smile all the time he 
was there, and carried it back home 
with him, right into the executive 
offices. 

This accomplishment shows what 
men can do when they set out to do 
it. It proves that the Canadian sales 
force can get what they go after. 
It is easy to promise a thing, but 
something else to deliver, and the 
salesmen did both, to the satisfaction 
of themselves and the great pleasure 
of Mr. Haggerty. This surprise party 
was a huge success to be sure. Every¬ 
body concerned was pleased over it 
and say they could stand it again if 
necessary. 


Montreal Employment 

Giving service to users in supplying 
them with competent assistants is an 
important part of the work that is 
being done in Montreal. Miss Martin 
has this well in hand. She keeps the 
girls who want positions in touch 
with the men who want help and has 
been very successful. Her success lies 
in the fact that she has a natural 
aptitude for the work and enjoys the 
experience. She selects her girls 
carefully and fits them to the posi¬ 
tions they are to fill. She saves the 
temper of the employer and the time 
of the girl by informing herself of the 
details and using care and selection 
in what she does. Montreal office is 
proud of its employment department. 
It is proving of great assistance in 
building good will and keeping 
ROYAL users happy and satisfied. 


No matter what Imsiiu-ss you 
take up. If you want to succeed, 
you must do wliut you have to do 
a little better than any one else 
about you. mo that the attention 
of your Nuperiors will be at¬ 
tracted to you. Simply doini? 
your duty will not do, for every¬ 
one 1m expected to do IiIm duty. 
You muMt do n little more thnn 
your duty. You cannot make 
people believe you are Interested 
In your work if you are not.— 
Charles HI. Schwab. 
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6 EXPORT SUPPLEMENT 


THE ROYAL S TA NDARD 


EXPORT SUPPLEMENT 


FOREIGN BUSINESS 


Now Is The Time To Place Your Business In The Front Rank 


The early part of the year 1923 has brought with 
it a noticeable improvement in the business conditions 
throughout the World generally and there is little 
doubt but that the volume of typewriter sales in the 
foreign fields during the new year will show a steady 
and healthy increase. 

The year 1922 was a year of readjustment and 
during that period a large portion of the efforts of 
our dealers was devoted to liquidating the stocks 
which had accumulated and in reorganizing their 
business along new* lines to meet the changes in 
business conditions which the future held forth. 

Those dealers who followed the suggestions which 
we offered during 1922 in connection with increasing 
their propaganda and the number of sub-dealeis 
throughout their territories have laid a solid foun¬ 
dation on which to build the volume of their increased 
sales and as a result are now securing increasing re¬ 
turns on their efforts. 


them to place considerably larger orders and na uia y 
their profits are expanding in proportion. 

In view of the improving conditions, we now urge 
upon each of you not only to check your sub-dea er- 
ship organization at regular intervals, but to anange 
as soon as possible, a definite plan of propaganda w ic 
you can supplement with personal visits by youi sa es 
men and secure for yourselves and for us the pioper 
percentage of business which the inherent ments o 
the Royal Typewriter deserves. . 

Now is the time to place your business in e 
front ranks in your territory and to keep it theie. 

The year 1923 should be a year of satisfactory 
profits for you, and it positively will be, if your effoits 
are intelligently applied to the expansion of youi 
organization, more propaganda, and a systema ic 
canvassing of all the prospective typewriter users in 
your market. 

It is our intention to co-operate with you m eveiy 
possible way and to send you as frequently as we can. 


We shall always welcome constructive criticism 
and ideas in connection with the manufacture and 
sale of our product and assure you that we shall give 
careful consideration to anything which you bring to 
our attention. 


We shall watch your progress with gieat interest 
and formulate plans for sales promotion work which 
we feel sure will assist you in securing a controlling 
position in the sale of typewriters in your territory. 


The Royal typewriter is well known and the rapidly 
expanding volume of our business throughout the 
world indicates conclusively that the modern pro¬ 
gressive business houses appreciate the superior 
quality which we build into our typewriter and that 
they prefer to buy our machine in every case where 
its outstanding advantages are clearly and convmc- 
ingly demonstrated to them. 


T. T. Malleson, 
Foreign Sales Director. 



NEW 


No. 12 Rue de la Tour ties Dames, Paris 


The well known selling and organ¬ 
izing ability of Mr. Theo. Muggli, who 
has for many years been connected 
with the typewriter industry in Eu- 
rope, made possible his selection to 
take over the entire French territory 
for the Royal to take care of the in¬ 
creasing demand for Royal machines 
which was brought about by the 
foundation work of his predecessors. 

Associated with Mr. Muggli in the 
new organization will be Mr. J. H. 
Davis, an American, who has 
been connected with the typewriter in¬ 
dustry in France for over twenty-two 
years. 

The new company have established 
their headquarters at No. 12 Rue de 
la Tour des Dames, Paris, IXeme, in 
a modern office building, conveniently 
and elegantly equipped in true French 
style, as may be seen by the accom¬ 
panying photographs, which of course 
show only a portion of the building. 

Photograph No. 1 is that of Mr. 
Muggli himself seated at his desk in 
his luxuriously appointed private 
office. Mr. Malleson standing. 

Photograph No. 2 is that of the Ex¬ 
ecutive Sales Office, Mr. A. Grob, 
Managing Director, seated at the left, 



and Mr. J. H. Davis, Sales Manager, 
at the desk on the right. 

Photograph No. 3 was taken in the 
office of Mr. Muggli’s Secretary. 

Photograph No. 4 shows that por¬ 
tion of the office used by the City Sales 
Force in Paris. 

The work already done by the new 
organization is very gratifying and 
enables us to predict with confidence 
that the future of the Royal Type¬ 
writer is guaranteed in the important 
French market. The ability and ex¬ 
perience which is represented in the 
members of this organization make 
certain the steady and healthy growth 
of the volume of Royal sales in that 
territory, and assures to the users of 
Royal typewriters there, a quality of 
service of the highest grade. 

It is a sincere pleasure to be as¬ 
sociated with Mr. Theo. Muggli in 
this new field and this appointment is 
also an indication of the substantial 
manner in which the Royal Type¬ 
writer Company appreciates and re¬ 
wards the efforts of its conscientious 
and industrious foreign dealers. 


Photo No. 1 
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thought was best. He asked Mr- 
Patty if he would be there and was 
very much surprised when he told him 
he would not go into a competitive 

demonstration with the . 

and naturally thought that he was 
afraid and asked him why he would 
not come in on this demonstration. 
Mr. Patty said that this same thing had 
come up about two months previous. 
A prospective buyer in Austin had 
the . man and himself 


make a competitive demonstration 
and he not only sold the prospect but 

also sold the . man anci 

he is now in his employ selling Royal 
typewriters and as he did not have an 
opening for another salesman at that 
time and did not wish to sell the new 

. man he thought it best 

not to enter a competitive demonstra¬ 
tion with him. The prospect then 
said, ‘You get the dog. Give him an 
order for two machines.’ ” 


Photograph No. 2 shows an interior 
of his efficient and up to the minute 
store and executive quarters. 

Mr. Patty is seen seated at the 
desk to the right and Mr. Kirchhofer 
of the Dealers’ Department is seated 
beside him. To the left are other 
members of Mr. Patty’s sales and ex¬ 
ecutive force, whose names we re¬ 
gret to say, are not in our possession 
as the “Royal Standard’’ goes to press. 


machine. The letter speaks for itself: 

“Mr. Patty called on a prospect in 
Lockhard, Texas, one Friday after¬ 
noon. The buyer informed him that he 
was in the market for two typewriters 
and told him to come back the follow¬ 
ing Monday morning and bring a 

Royal typewriter as the. 

. man had an appointment at the 
same time and he wanted the two 
machines demonstrated and he would 
place the order with the one he 


The photographs reproduced below 
nr e of the up-to-date headquarters of 
jr L Patty, Royal dealer in Austin, 
Texas- They are eloquent evidence 
that Mr. Patty is a live wire in a live 
town. 

photograph No. 1 shows a close-up 
of his recent attractive window dis¬ 
play. 


F. L. PATTY, AUSTIN, TEXAS 

Photograph No. 3 is a view of the 
Service Department. 

We have received a letter from Mr. 

Kirchhofer concerning an incident of 
Mr. Patty and his whirlwind sales¬ 
manship when he not only sold his 
prospect on the Royal, but also a 
salesman who was there trying to sell 
the same prospect on a competitive 


DEALERS JANUARY 

ROLL OF HONOR 


We want to take this occasion to 
congratulate our dealers for the 
splendid showing they made during 
the month of January. We had a list 
of over twenty dealers who exceeded 
their quota for the month but as our 
published list is limited to the highest 
ten we cannot list the balance. 

The best way to get around that is 
to exceed your quota by a greater 
amount in February so your name 
will appear among the first ten. It 
is all figured out on a percentage 
basis and the larger percentage you 
have over your quota the better your 
opportunity. 

Let’s get busy and get more dealers 
on the eligible list than ever before. 

In January there were eight names 
on the list that were not “among 
those present” on the December list¬ 
ing, the only repeaters being T. H. 
Payne Company, and A. L. Deal. This 
proves that making the Honor Roll is 
not always a matter of territory. 


No. 1 

ROY A. DAVIS 
Colorado Springs, Colo. 


No. 2 

C. L. EICHOLTZ 
New Oxford, Pa. 


No. 3 

H. J. ROOF 
Tampa, Fla. 


No. 4 

H. J. SMITH TYPE¬ 
WRITER EXCHANGE 
Parkersburg, W. Va. 



Messrs. Scott and Parker are stead¬ 
ily engaged in the business of blazing 
the Royal trail through their large 
and important Georgia territory, with 
headquarters in the city of Macon. 
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SCOTT-PARKER CO., MACON, GA. 


Mr. S. C. Parker, Vice-President of 
the Scott-Parker Company, sent us 
the picture of the store and office re¬ 


the Dealers’ Department of the or¬ 
ganization, we declined to do so un¬ 
til we had finished our first year, 


year considering the fact that, ac¬ 
cording to statistics, business condi¬ 
tions were just about as poor as they 
have ever been. The situation did 



produced with the following modest 
comment: 

“We have been requested to send 
this photograph several times, but in 
view of our youthful standing with 


then if we had acquired results worthy 
of mention we would do so. 

“Our first anniversary ends Decem¬ 
ber 31st, and it is befitting to say 
that we have had a very phenomenal 



S. C. Parker 

not improve materially for six months 
after our organization. Therefore, 
considering the fact that we are more 
firmly established, together with the 
reputation which the Royal is fast 
accomplishing, leaves us very optimis¬ 
tic for the coming year.” 

With such a spirit it certainly looks 
as though they would make their ob¬ 
jective. More power to you! 


No. 5 

A. L. DEAL 
Hickory, N. C. 


No. 6 

HOWARD D. HAPPY 
Mayfield, Ky. 


No. 7 

CASPER TYPE¬ 
WRITER EXCHANGE 
Casper, Wyo. 


No. 8 

WESTERN TYPE¬ 
WRITER COMPANY 
Spokane, Wash. 


No. 9 

T. H. PAYNE CO. 
Chattanooga, Tenn. 


No. 10 

M. E. BACON 
Hopkinsville, Ky. 



Howard D. Happy 



G. J. Heiser 



F. L. Kershaw 



T. H. Payne 



M. E. Bacon 
























































































THE ROYAL S T A N D A R_ D 



THE ROYAL M.A.D. CLUB 

NOW HAS 81 MEMBERS 

..•is 

thev made the club The numbers 1 to 63 inclusive made it in December 
InTnumbers 64 to 81 inclusive, m ade it in January The names^prmted 
in bold face type are the ones who made it in January, and the names 
with the asterisk before them are repeaters. 


ATLANTA 

W. H. Courtenay, Jr. 

(D 

BALTIMORE 

J. C. O’Keefe (51) 

J. A. Durston (52) 

E. G. Dodge (53) 

BOSTON 

*E. Raphael (59) 

F. L. Gallup (69) 

I. C. Barlow (72) 

BUFFALO 

H. H. Nunamaker 

(39) 

C. M. Pillow (40) 

CHICAGO 

*F. N. McGough (2) 

*E. J. Goldblatt (10) 

*H. Nuhn (17) 

*P. S. Jones (19) 

*W. B. Larsen (20) 

*J. Roberts (32) 

J. C. La Borance 

( 66 ) 

E. H. Johnson (76) 

A. J. Redding (77) 

CINCINNATI 

G. C. Kinnamon 

(25) 

CLEVELAND 

E. F. Hancock (42) 

W. C. Rodgers (81) 

COLUMBUS 

L. D. Teeters (75) 

DALLAS 

W. C. Sweeton (21) 

J. H. Kennedy (55) 

P. H. Billman (56) 

DENVER 

A. E. Darden (73) 

DFTROIT 

*R. M. Wagner (48) 

D. B. Fisher (49) 

*R. B. Fuller (61) 

FRESNO 

R. M. Devin (41) 

grand rapids 

L. J. Vermeer (43) 

W. A. Mulligan (44) 

HARRISBURG 

A. H. Coffin (4) 

HARTFORD 

*H. F. Brainerd (16) 

INDIANAPOLIS 

*W. F. Teer (37) 

JOHNSTOWN 

M. C. Hull (35) 

WORCESTER 

A. R. Smith (31) 


KANSAS CITY 

*N. B. Boulware (38) 

J. H. Noland (71) 

LOS ANGELES 
*J. M. Agnew (62) 

. *E. E. Thornton (63) 

T. M. Colwell (79) 

LOUISVILLE 

*J. T. Wellman (33) 

MINNEAPOLIS 

*A. S. Hall (60) 

E. J. Smith (74) 

NEW YORK 

*W. Knox (5) 

*J. J. Freund (6) 

*D. J. Allingham (7) 
*H. W. Van Ness (8) 
*G. M. Guest (12) 

*R. C. Robinson (13) 
*T. M. Gleason (14) 

A. C. Wiles (15) 

*C. K. Freund (24) 

*H. w. DeMott (29) 

G. M. White (30) 

*R. H. Martin (58) 

W. B. Derango (64) 

H. Ash (68) 

J. Schwartz (70) 

C. Schnirring (78) 

OAKLAND 

C. Salbach (28) 

PHILADELPHIA 

*J. W. Turner (26) 

*J. Hancock (27) 

I. J. Gough (45) 

D. Stewart (46) 

PITTSBURGH 

M. V. Miller (34) 

J. C. Kemmer (50) 

SAN FRANCISCO 

E. M. Gabrielle (22) 
*C. H. Billington(23) 

H. H. Tompkinson 
(80) 

SPRINGFIELD, Mass. 

*L. B. Behan (3) 

ST. LOUIS 

G. G. Ralls (9) 

*L. G. Davidson ( 18) 

D. M. Elliott (47) 

E. J. Hass (54) 

J. B. Cox (57) 

ST. PAUL 

J. R. Ronicker (65) 

TOLEDO 

P. W. Jones (67) 

WASHINGTON 

H. L. Rudnick (36) 


CANADA 

Royal Typewriter Company, Ltd. 


1 - 


-B. Dempsey 
Toronto 


2—J. Ross 

Toronto 


3—T. G. Lewis 
Ottawa 


foreign 

Visible Writing Machine Company. Ltd., London 

I—Mr. Ebbutt 2—Mr. Jones 3—Mr. Salter 

4—Mr. Smyth 5-Mr. Tree 6-Mr. Schofield 

7—Mr. Harris 


STANDING OF THE BRANCHES 

END OF JANUARY, 1923 

in the future 

leadfitg e offices° W As^will^e^een by^^he li^t evenl^dlstdbuted^n 

all 1 sections TtheUn’Sed States.’ This is a good sign that the wave of 
prosperity is pretty general. 






1— Akron 

2— St. Paul 

3— Los Angeles 

4— Cleveland 

5— New York 

6— Dayton 

7— Oakland 

8— San Francisco 

9— Denver 

10— Dallas 

11— Springfield, Mass. 

12— Hartford 

13— St. Louis 

14— Bangor 

15— Baltimore 

16— Minneapolis 

17— Portland, Me. 

* 18—Chicago 

19— Kansas City 

20— Atlanta 

21— Detroit 

22— Pittsburgh 

23— Louisville 

24— Portland, Ore. 


9—MITCHELL 
Denver 


Sales Standing 

25— Boston 

26— Erie 

27— Fresno 

28— Columbus 

29— Washington 

30— Buffalo 

31— Philadelphia 

32— Bridgeport 

33— Charleston 

34— South Bend 

35— Indianapolis 

36— Milwaukee 

37— Johnstown 

38— Worcester 

39— New Orleans 

40— Memphis 

41— Youngstown 

42— Cincinnati 

43— Springfield, Ohio 

44— Providence 

45— San Antonio 

46— Jacksonville 

47— Richmond 

48— Seattle 


49— Houston 

50— Peoria 

51— Grand Rapids 

52— Rochester 

53— Fort Wayne 

54— Newark 

55— Omaha 

56— Davenport 

57— Little Rock 

58— Rockford 

59— Evansville 

60— New Haven 

61— Des Moines 

62— Harrisburg 

63— Albany 

64— Sioux City 

65— Birmingham 

66— Duluth 

67— Toledo 

68— Allentown 

69— Springfield, Ill. 

70— Norfolk 

71— Scranton 


Correction 

Through an error in the reports 
from Los Angeles, last month, E. E. 
Thornton and John Agnew were 
omitted from the list of charter mem¬ 
bers of the Machine a Day Club. Both 
of these gentlemen qualified in De¬ 
cember. Mr. Geo. L. Smith, managei 
of Los Angeles, was out of town and 
in some unaccountable way the record 
was not sent in until the first of 
February. 

The picture of Mr. Thornton and 
Mr. Agnew appear in this month s 
issue among the January M. A. D. 
men, having made the M. A. D. Club 
as charter members, these two sales¬ 
men are entitled to full recognition. 
Both of these gentlemen repeated in 
January, so that they are not only 
charter members, but repeaters as 

well. —- 

J. W. Turner 

(Philadelphia Otlice) 

Through an error J. W. Turner was 
reported in twenty-seventh place in 
the M. A. D. for the month of Decem¬ 
ber. This should have been twenty- 
sixth place, as Mr. Turner made it 
before Mr. Hancock, who is listed in 
twenty-sixth place for that month. 
We have corrected it accordingly in 
the listing. 


will 


VALUE OF DEMONSTRATION 

There is nothing in the world that 
produce results in the sale of 
typewriters equal to demonstrations. 
There is no question in the world but 
demonstrations sell typewriters. The 
more demonstrations you make the 
more sales you are going to have to 
your credit at the end of the month. 

Mr. Closson recently made a swing 
around the Southern offices. Upon his 
return from Atlanta he received a let¬ 
ter from Mr. J. W. Mann, the Mana¬ 
ger, which tells a big story. 

Mr. Mann recites that Mr. Bald- 
one of the country salesmen, 
trip through the. country, 
to twelve prospects, made 
eight demonstrations, obtained two 
sales and put one machine on trial- 
all in one day. 

It is very evident that Mr. Baldwin 
caught Mr. Closson’s idea when he was 
preaching the gospel of demonstra 
tion, and this performance of 
Baldwin’s could doubtless be repeated 
by a great many men every day m 
the week. Demonstrations get sales. 


win, 
took 
talked 

























































































































